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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15, 2020.”

o000

My parts goal is to reduce obsolescence in the 9-24 months,from 23% of my Inventory to
10% by June 2024.

How does this goal align with or support your dealer’s vision?
What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
Why is this goal important to you?

R

This Goal supports our dealer vision by allowing us to stock more parts we sell, rather than
having capital tied up in parts we don't.

This will benefit the department in Inventory turns,reduced freight costs, first time fill rate
which increases sales in both the parts and service department.

Customer satisfaction will be up with less downtime.

As the branch manager this is important to me,as this goal gives my parts manager a better
understanding of the health of his department.

Consequences if we do not achieve this goal, is inflated inventory, possible write offs down
the road amounting to big dollars, missed sales due to dead inventory ect.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 6
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

ACADEMY

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Inventory Review [ DMS Monthly Parts Manager Monthly June/2024
Inventory Count Counting Parts Manager | Small Variance Feb/2024

OBS sale Marketing/Promo Parts staff Decrease in OBS March/2024
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How will you track your progress? Where will you find the information? How often will you check in?
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Tracking Progress will be monthly Via DMS monthly consolidated parts report
Will review monthly for progress

Potential Obstacles? Potential Solutions?
Bad Habits A potential solution to all the Obstacles
Wrong Parts ordered are creating a goal that everyone
Returns to vendors and OEM not understands and makes a priority in the
consistent parts department not just the manager.

Everyone gets busy

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

0000

In inventory Value could reduce OBS by 100k in Value but also allow for the addition of
needed inventory with an increase of potentially 50k a month in retail sales

CONGRATULATIONS! You’ve accomplished your goal! You added or adjusted policies, procedures, and
behaviors. Now what? How will you ensure you and your staff do not fall back into the previous habits
that produced poor results? Be specific.

| think involving the staff in a goal and explaining to them why we want to accomplish this.
Having their input and making them apart of the process of achieving it. This will in turn keep
everyone accountable.
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This will benefit the department in Inventory turns,reduced freight costs, first time fill rate which increases sales in both the parts and service department.

Customer satisfaction will be up with less downtime.

As the branch manager this is important to me,as this goal gives my parts manager a better understanding of the health of his department.

Consequences if we do not achieve this goal, is inflated inventory, possible write offs down the road amounting to big dollars, missed sales due to dead inventory ect.



	SPECIFIC ACTION STEPRow1: Inventory Review
	NECESSARY RESOURCESRow1: DMS Monthly
	WHO IS ACCOUNTABLERow1: Parts Manager
	EXPECTED RESULTRow1: Monthly decrease in OBS and Value
	EXPECTED COMPLETION DATERow1: June/2024
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Inventory Count
	NECESSARY RESOURCESRow2: Counting
	WHO IS ACCOUNTABLERow2: Parts Manager
	EXPECTED RESULTRow2: Small Variance
	EXPECTED COMPLETION DATERow2: Feb/2024
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: OBS sale
	NECESSARY RESOURCESRow3: Marketing/Promo
	WHO IS ACCOUNTABLERow3: Parts staff
	EXPECTED RESULTRow3: Decrease in OBS
	EXPECTED COMPLETION DATERow3: March/2024
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: 
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: 
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: Tracking Progress will be monthly Via DMS monthly consolidated parts report
Will review monthly for progress
	A_2: Bad Habits
Wrong Parts ordered
Returns to vendors and OEM not consistent
Everyone gets busy
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Having their input and making them apart of the process of achieving it. This will in turn keep everyone accountable.
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